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BOOK REVIEWS. 



Selected Cases on the Law of Sales of Personal Prop- 
erty. By Francis M. Burdick Dwight, Professor of Law in 
Columbia University School of Law. Boston : Little, Brown & 
Co. 1897. 

Of late the publication of case-books has become quite popular. 
In many branches of the law there are more than one of these col- 
lections of cases. Professor Burdick has added another to the list 
by the publication of a volume containing two hundred and sixty- 
two cases illustrative of the law of sales. Its special mission seems 
to be to illustrate the author's text-book, noticed in this department 
last month. Its divisions and arrangement of subject-matter cor- 
respond with those of the text-book. The two thus supplement 
one another, forming together a course of study, combining theory 
and the cases, as distinguished from a case course, pure and simple. 
To many such a course seems preferable to the case system. Except 
for this purpose of combining theory and practical case analysis, 
there would seem to be no demand for a new case-book on the 
law of sales. The sale of case-books must necessarily be very lim- 
ited, and duplication only serves to maintain prices at a figure 
which taxes the purse of the student severely. As to the character 
of the book little need be said. It follows the admirable classifica- 
of the text-book, and the cases seem well selected, and many of 
them of recent date. The mechanical perfection of the work is to 
be commended. O. J. R. 



The Codified Negotiable Instruments Law. Edited by James 
W. Eaton, Esq., and H. Noyes Green, Esq. Albany, New 
York. 1897. Matthew Bender, Publisher. 

The Negotiable Instruments Law, drafted by the Committee on 
Commercial Law (appointed by the Conference of Commissioners 
on Uniformity of Laws), and adopted by the Legislatures of the 
States of New York, Connecticut, Colorado, and Florida, has again 
been edited and annotated. The general outlines of the statute 
follow very closely those of the English Bills of Exchange Act, a 
codification of the common law, and the changes therefrom are due 
largely to the development which has taken place in the commer- 
cial law of the several states. The changes from the common law 
are carefully noted by the editors, so that the work presents in brief 
space a review of the whole subject of bills and notes, which will 
be found useful as well in those states where the act has not been 
adopted as in those where it has become a part of the statutory 
law. 

741 



